
WHY CREATE CAMPAIGNS? 



FIRST A DEFINITION OF 
WHAT A CAMPAIGN IS. 



Marketing campaigns 
 

A specific, defined series of activities used in marketing a new or 
changed product or service, or in using new marketing channels 
and methods.  

Source: Entrepreneur.com/encyclopedia 



Inbound marketing campaigns 
 

Concentrated efforts that align all of your marketing channels 
around a single offer and goal. 





An inbound marketing campaign will help entice 
and attract prospects to your offer.  



An inbound campaign is focused around an offer – 
the entry point for a visitor to convert to a lead.  



Use inbound marketing campaigns to find the best 
offers to help close leads into customers.  



THEN WHY USE 
CAMPAIGNS? 



Utilize HubSpot’s software. 
 

HubSpot has been so successful 
because every inbound marketing 

campaign starts with an offer.  



Align your marketing channels. 
 

Connect all of your inbound marketing pieces together. Disconnected 
tools and channels makes it difficult to measure results.    



HOW TO CREATE AN 
INBOUND CAMPAIGN. 



Not all 
campaigns are 
created equal or 
look the same.  



Select or create your offer 

Define campaign details 

Convert contacts 

Promote campaign 

5 STEPS TO CREATING AN  
INBOUND CAMPAIGN 

Review & Repeat 



Select or create your offer 

Define campaign details 

Convert contacts 

Promote campaign 

5 STEPS TO CREATING AN  
INBOUND CAMPAIGN 

Review & Repeat 



Goals 

DEFINE CAMPAIGN DETAILS: 

1 

2 

3 

Timeline 

Buyer Personas 



GOALS 1 



Always keep your 
SMART marketing 
goals in mind.  
 

Setting and reviewing monthly 
inbound marketing goals are 
fundamentals to being a successful 
inbound marketer.  
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Specific 

SMART GOAL SETTING 

S 

M 

A 

R 

Measurable 

Attainable 

Relevant 

T Timely 



SMART GOAL SETTING 

• Attract [number] visits focused on [topic/product] by [date] 

• Convert [number] leads focused on [topic/product] by [date] 

• Close [number] customers focused on [topic/product] by [date] 



SMART GOAL SETTING 

• Attract [number] visits focused on [topic/product] by [date] 

• Convert [number] leads focused on [topic/product] by [date] 

• Close [number] customers focused on [topic/product] by [date] 



SMART GOAL SETTING 

• Attract 5,000 visits focused on off-site business travel by 6/20/15 

• Convert 500 leads focused on off-site business travel by 6/20/15 

• Close 20 customers focused on off-site business travel by 6/20/15 



TIMELINE 2 



Set a timeframe for  
your inbound campaign.  
 

Your timeframe needs to be realistic to keep your 
goal achievable, but also tight enough to keep you 
motivated and working towards the goal.  
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SMART GOAL SETTING 

• Attract 5,000 visits focused on off-site business travel by 6/20/15 

• Convert 500 leads focused on off-site business travel by 6/20/15 

• Close 20 customers focused on off-site business travel by 6/20/15 



Use the Campaigns to set your SMART goals.   



BUYER PERSONAS 3 



A CAMPAIGN IS 
BASED ON YOUR 
AUDIENCE. 



1 What can you help solve for your buyer personas? 

2 What does a day in their life look like? 

3 Where do they go for information? 

4 What type of social media channels are they using? 

5 How does your buyer persona check email? 

 

Questions to ask yourself about your buyer personas 



Add buyer personas to your campaign.   



Select or create your offer 

Define campaign details 

Convert contacts 

Promote campaign 

5 STEPS TO CREATING AN  
INBOUND CAMPAIGN 

Review & Repeat 



The offer you 
select will be  
the focus of  
your campaign.  
 
The center of your whole campaign 
is an offer. It is the first conversion 
point in your campaign and the 
entry point a prospect to  
become a lead. 
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Analyst reports 
Research reports 
eBooks 
Editorial content 
Expert content 
Whitepapers 
Educational Content 

Comparison 
Whitepapers 
Expert guides 
Live interactions 
 
Webcast 
Podcast 
Video 

Vendor comparison 
Product comparison  
Case studies 
Trial download 
Product Literature 
 
Live demo 

The Buyer’s Journey and Content 

Awareness 
Stage 

Decision 
Stage 

Consideration 
Stage 

 

Prospect is experiencing and 
expressing symptoms of a 
problem or opportunity. 

Prospect has now clearly 
defined and given a name to 
their problem or opportunity.  

Prospect has now decided on 
their solution strategy, 
method, or approach.  





But how can someone 
get your offer? 
 
After you determine your offer, 
decide on how you will get 
your buyer persona to find it.  



Use the Campaigns tool as a checklist.   
You can use the Campaigns tool as a reminder of what you need  

to covert contacts and promote your campaign.  



Use the Campaigns tool as a checklist.   
You can use the Campaigns tool as a reminder of what you need  

to covert contacts and promote your campaign.  



Select or create your offer 

Define campaign details 

Convert contacts 

Promote campaign 

5 STEPS TO CREATING AN  
INBOUND CAMPAIGN 

Review & Repeat 



To provide your offer,  
an exchange needs to happen.  
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Use the Campaigns tool as a checklist. 
 

After defining your campaign details, create a way for your prospect to access your offer.   



Target keywords: 
 



Target keywords: 
 

• Off-site travel 



Target keywords: 
 

• Off-site travel 

• Team-building 



Target keywords: 
 

• Off-site travel 

• Team-building 

• Empower your employees 



But how can someone 
get your offer? 
 
After you determine your offer, 
decide on how you will get 
your buyer persona to find it.  



Create an inbound campaign. 
After you determine your offer, decide how your buyer persona will find it.  

1. PICK YOUR OFFER 



1. PICK YOUR OFFER 2. CREATE THE CONVERSION PATH 

Create an inbound campaign. 
After you determine your offer, decide how your buyer persona will find it.  
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Select or create your offer 

Define campaign details 

Convert contacts 

Promote campaign 

5 STEPS TO CREATING AN  
INBOUND CAMPAIGN 

Review & Repeat 



Bring people to  
your offer using 
inbound marketing.  
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1. PICK YOUR OFFER 2. CREATE THE CONVERSION PATH 3. CREATE THE PROMOTION PATH 

Create an inbound campaign. 
After you determine your offer, decide how your buyer persona will find it.  



Use the Campaigns tool as a checklist.  



1. PICK YOUR OFFER 2. CREATE THE CONVERSION PATH 3. CREATE THE PROMOTION PATH 

Create an inbound campaign. 
After you determine your offer, decide how your buyer persona will find it.  



How a prospect moves through an inbound campaign. 
 

The opposite way you will create it.  
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How a prospect moves through an inbound campaign. 
 

The opposite way you will create it.  



Select or create your offer 

Define campaign details 

Convert contacts 

Promote campaign 

5 STEPS TO CREATING AN  
INBOUND CAMPAIGN 

Review & Repeat 



View the results of your inbound campaign.  



Select or create your offer 

Define campaign details 

Convert contacts 

Promote campaign 

5 STEPS TO CREATING AN  
INBOUND CAMPAIGN 

Review & Repeat 



But remember:  
Training is available for all pieces of 
an inbound campaign. 



CAMPAIGNS TOOL 
WALKTHROUGH. 


